Social discounting: The effect of outcome uncertainty.
The purpose of the study was to determine the lowest hypothetical amount a participant would keep for himself/herself, preferring it over a reward that he/she would have shared with another individual representing various levels of past reciprocation. Other manipulated aspects were: emotional closeness of the receiver (close vs. distant person), procedure for deciding on how to share the reward (mutual decision vs. decision made by partner) and amount of reward to be shared (PLN 494 vs. PLN 49,400). It was found that preference for the reward to be shared increased as a function of reciprocity, and that it is higher when sharing with an emotionally close person, when the decision does not depend entirely on the partner, and when sharing a small reward. The effect of the level of reciprocity was the smallest when the reward was shared with an emotionally close person and the decision was mutual.